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• C ash is  the  “cheapest” approach
� N ot pay ing  fo r risk  w he ther cred it o r

perfo rm ance

• A ll upgrade benefits  (cash flow s)
are  ava ilab le  im m edia te ly
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industria l, o r ins titu tiona l
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options fo r energy-e ffic iency upgrades
to  se lect o r recom m end one tha t is
appropria te  fo r your o rgan iza tion .
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